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differentiation of production within the nearby villages
is not very far developed. The only differentiation,
as mentioned (VII~5), is in vegetable cultivation. In
the village gardens are too small to grow an amount
sufficient for the consumption of the villagers. But
the villagers near Lake Tai can produce large quantities
of vegetables, and find their market among the nearby
villages. Similarly seasonal fruits which are not grown
in the village are supplied by neighbouring districts.
The sellers carry their produce by boat and visit the
surrounding villages.
These pedlars start with only a general expectation
of a gross return and do not insist on a fixed price for
each particular transaction.   The seller offers a price,
for instance, two coppers for three sweet potatoes. The
buyer will not negotiate on the money value, but after
the money has been given to the seller she will take
several extra pieces.    The seller may resist or pretend
to resist, but I have never seen the transaction re-
pudiated because the buyer takes too much.   Such a
kind of bargaining is made possible by various factors :
the seller has no rigid conception of price, and the
buyer no rigid idea of his demand.   Moreover, there
is no immediate competition on the side of either the
seller or the buyer.   The amount of extra goods taken
will not exceed what seems reasonable to the buyer,
and also varies according to many factors.   For in-
stance, men will not ask for extra pieces since, as they
put it, this would hurt their self-respect;   but their
wives are free to do so.   Conversation and joking,
especially between different sexes, will increase the
number of extra pieces.   In such gases, the seller will
voluntarily offer the extras without persuasion.   Of
course, the taking of extras cannot go too far, except

